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e and trash info 


Duo-Therm 


Gas Incinerators! 


For any gas, including LP. Model 2200-T with Clock- 
Timer. 2-bushel capacity.12,000 BTU input. Also avail- 
able with manual controls for price-leader promotions. 


Retail prices start at $99.95 


Duo-Therm know-how sparks the market boom for the necessary 
appliance that eliminates ALL garbage, ALL burnable trash 








AUTOMATIC! 





FULLY 








Here’s a brand new, money-making Duo-Therm line for you—DUO-THERM GAS INCINERATORS! 


They burn wet or dry garbage, refuse, big bones, tough 
rinds, old clothing—anything burnable. They save 
messy work, outdoor trips. Discourage rats, flies, 
animal pests and scavengers. End ‘“‘backyard blight.” 
None of the fire hazards of the old trash burner. 


Every gas customer in your community—domestic or 
commercial—is a prospect for this modern, sanitary, 
fully automatic gas way to get rid of garbage and trash. 


Sell this great new Duo-Therm line and clean up in 
your town. Make a pile of money out of trash heaps! 


e 5 models for town and country. Controls for any 
type gas. 4-bushel models for schools, restaurants, 
institutions. 

e Big-ticket appliances with traditionally high Duo- 
Therm profit margins. 

e Tremendous untapped market. No saturation. Every 
sale a clean deal with no trade-in. 

e Easily installed in basement, garage, kitchen, utility 
room. Fully vented—just connect to chimney and gas 
supply. Trouble-free in performance. 

e Well-known “brand” name, backed by Duo-Therm’s 
generous co-op newspaper advertising and sales 
promotion support. 











LOAD IT 


Germ-breeding garbage and trash 
never have to accumulate. Open the 
door and throw it in—by the bushel! 


DIAL IT 


No lighting. Set clock-timer for min- 
utes required by load. Burner lights 
automatically. ‘““Torch-type” flame 
goes to work instantly, reducing re- 
fuse to ash without smoldering fumes 
or smoke. 


FORGET IT 


No waiting to tend fire or shut off gas. 
At end of burning time, clock-timer 
shuts off gas to burner automatically. 
(Manual control optional.) 


For full details—and a red-hot local sales program that makes every customer your 
salesman—get in touch with your Duo-Therm distributor today. Or write us direct. 


More than 2 million 





Approved by 


The American Gas Association 


Duo-THERM is a registered trade mark of the Motor Whee! Corporation « Copyright, 1953 
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warmly satisfied customers... 


Duo-THERM 


&) Division of MOTOR WHEEL CORPORATION © Lansing 3, Michigan 
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DEALER SALES PROGRAM 
COMPLETED BY AGA 


The 8-unit packaged dealer sales pro- 
gram prepared by the dealer sales com- 
mittee, residential gas section, American 
Gas Association, has reached comple- 
tion and soon will be available for use by 
the gas industry. 

Featuring the theme, Pattern For 
Profit, the program is sponsored by the 
AGA general promotional planning 
committee and financed from the gas in- 
dustry’s Promotion, Advertising and Re- 
search plan. It is designed to assist gas 
utility companies attain a closer liaison 
with the dealer, who today sells approxi- 
mately 85%, of all appliances at retail. 

The dealer sales committee is headed 
by W. D. Williams, vice-president, sales, 
New Jersey Natural Gas Co. 

The major objectives of the program 
are: to assist gas utility companies in- 
crease the effectiveness of load-building 
activities by achieving a strong local 
dealer appliance merchandising pro- 
gram; and to provide gas utility com- 
panies with a definite and well-docu- 
mented plan of action, and materials to 
secure, develop and train an effective 
dealer gas appliance sales organization 
at the local level. 

The pattern for profit program in- 
cludes several components. Packaged in 
a three-color portfolio cover are two 
publications aimed at the gas utility 
company specifically. The first of these, 
Deal In the Dealer is designed to assist 
gas utility companies in organizing a lo- 
cal dealer sales program. 

Another booklet, How To Win Deal- 
ers and Influence Customers tells how to 
put a dealer plan into effect, how to or- 
ganize and conduct dealer meetings, the 
importance of follow-through and other 
constructive suggestions. 

Materials provided under the program 
for gas utilities to distribute to local deal- 
ers include: an illustrated booklet, Buy- 
Ways to Profit, designed to convey to 
dealers facts about the gas industry, its 
advertising and promotion programs, 
and its present and potential gas appli- 
ance markets. A dealer sales training 
course is included. To facilitate work of 
gas utility sales managers, the entire 
presentation will be available on a 
sound-slide film. 

The training booklet, 10 Sure Ways to 
More Sales, included in the dealer port- 
folio was written by Dr. Robert N. Mc- 
Murray. An additional folder, How To 
Select A Salesman, prepared by Dr. Mc- 
Murray, also will be available for gas 
utilities to distribute to local dealers. 

The complete program will be mailed 
to all gas company sales executives and 
to gas appliance manufacturers. 
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Strong Finish Seems Certain 
for Carnival of Cooking 


RIGHT OUT IN FRONT! IT'S CLEAN, IT'S COOL. IT'S MODERN 





sults have been processed, the Car- 
nival of Gas Cooking has shown a 
gratifying gain over last year’s Spring 
Style Show. More ranges have been sold 
during the Carnival period and the vari- 
ous promotions by gas companies are 
credited with the improved results. 
Approximately the same number of 
gas companies used the Carnival promo- 
tion prepared by American Gas Associa- 
tion as had used the Style Show last year. 
However, some companies preferred the 
Style Show and used that promotional 
material as their preference. No- 


Fess before the statistics of final re- 


the usual ropes-hosses-and-Western-lingo 
and, for the companies that can’t take 
that, a strictly non-Western theme of 
Trade-’n-Save. 

As the title indicates, the new Round 
Up program will promote trading in old 
ranges for new, at savings. 

The details of the dual program in the 
1953 Old Stove Round Up are in ad- 
vanced preparation and will be released 
shortly by the AGA Promotion Bureau 
so that all gas companies may make their 
plans well in advance, to be ready to tie 
in with the national advertising. 





table in that group were Wash- 
ington Gas Light Co. and Nash- 
ville Gas Co. 

The AGA Promotion Bureau 
made available a wide range of 
material for use throughout the 
industry as part of the coordi- 
nated program. While this mate- 
rial was used widely, a number 
of companies adapted the gen- 
eral idea of the Carnival to suit 
their own needs. Some companies \ 
developed individual dealer sales 
contests, including Portland Gas 
& Coke Co. which had a punch 
board gimmick that developed 
cash prizes for range sales. 

Portland also tied in with a 
regular schedule of radio and 
television commercials. 

Arkansas Louisiana Gas Com- 
pany was fully featured, together 
with descriptions of individual 
gas ranges, in a special gas range 











see this fully automatic Wacuersal GAS RANGE 


HT 
SreP RIG 
> His WAY! 
see the BIG 


CARNIVAL OF 
GAS COOKING! 


only GAS gives you 

or THis $35 savine, ples 
SMOKELESS “ BROILING 
FLAME-KISSED FLAVOR 
INSTANT ON-OFF HEAT 
1001 SHADES OF HEAT 
LIFETIME BURNERS 


WIDEST CHOICE OF 
TOP BURNER ARRANGEMENTS 


plus 
LOWEST-COST, CLEAN 


AUTOMATIC 
COOKING 





section that appeared in the Ar- 
kansas Democrat (Little Rock). 
Several pages of emphatic edito- 
rial and cooperative advertising 
appeared in addition to a three- 
color two-page spread. 

The next AGA range promo- 
tion, the Old Stove Round Up, 
will be offered to utilities this 
year as a two-way deal: with 





SPECIAL at $22450 


$2245 down 






requiarly priced at $259.50 $35 SAVING 
$925 « month 
comer in S@@ Your GAS APPLIANCE DEALER 


EQUITABLE Gu co. 





UNDERGROUND GAS STORAGE IS WINTER GAS HEAT! 





A typical advertisement used by Equitable 
Gas Company as it tied in with nation-wide 


campaign of AGA in the 1953 Carnival. 
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Homemakers’ Laundering Encyclopedia 





Promotes Modern Water Heaters 





te 





presented for homemaker reference 
in a new authoritative 80-page book, 
“All About Modern Home Laundering,” 
published by Ruud Manufacturing Co. 
Clearly designed to be more than a 
promotion piece for the company’s 
water heaters, the book might well be re- 
garded as an encyclopedia relating to 
home laundry problems-and-solutions. 
Here is a good-will builder that oper- 
ates as a sales maker without the neces- 
sity for laborious individual product 
mentions. The character of the entire 
piece and the character of all reference 
to the company’s water heaters appears 
to assure it a long life in the hands of 
every homemaker who receives a copy. 
Each of the seven parts of the book 
includes all related information on spe- 
cific laundering subjects. The eighth 
part, the index, is prepared so adequately 
that any detail of information that is 
sought can be found immediately. 
In preparing this book, the “publish- 
ers” have called upon a large number of 


Foren detail of home laundering is 





Contents of 
ALL ABOUT MODERN HOME 
LAUNDERING 


1. APPLIANCE EQUIPMENT 


Automatic washer . . . automatic dryer 

- automatic ironer and automatic 
steam-and-dry hand-iron . . 
water heater . . 
ener 


. automatic 
. automatic water soft- 


Il. PACKAGED LAUNDRY ACCESSORIES 


Water softeners . . . detergents .. . 
bleaches . . . bluing . . . starches 
ll. FIBERS AND FABRICS 
Fiber . . . yarn... fabric . 
dyeing . . . special finishes . . . gar- 
ment construction . . . blended fabrics 
. tags and labels . . . fiber table 


(washing, drying and ironing) 
IV. LAUNDERING METHODS 


Getting the laundry ready . . . loading 
the automatic washer . . . washing . . . 
bleaching . . . bluing . . . starching 

. stain removal . . . drying in the 


automatic dryer . . 
ironing . . 


. dampening and 
. folding and storing 


V. THE LAUNDRY AREA 


Location . . . layout 

Vi. THE UTILITIES—GAS, ELECTRICITY AND 
PLUMBING 
Your gas service . . . your electric serv- 
ice . . . your plumbing 


Vil. YOUR OWN LAUNDRY MASTER PLAN 
Vill. THE INDEX 
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_ 
other companies as well as associations 
and individuals who have contributed to 
the content. Consultants who worked on 
special problems include: Dr. Jules La- 
barthe, Jr., senior fellow, Commodity 
Standards Fellowship, Mellon Institute, 
Pittsburgh; Dr. Frank Laque, in charge 
of corrosion engineering, The Interna- 
tional Nickel Company, New York; Dr. 
Pauline Berry Mack, dean, College of 
Household Arts and Sciences, Texas 
State College for Women, Denton; Es- 
kell Nordell, administrator of labora- 
tories, The Permutit Company, New 
York; Dr. Joseph C. Sherrill, professor 
of detergency, College of Household 
Arts and Sciences, Texas State College 
for Women, Denton; Dr. Foster Dee 
Snell, consulting chemist and engineer, 
New York; Dr. Elaine Knowles Weaver, 
associate professor, School of Home 
Economics, Ohio State University, Co- 
lumbus. 

Automatic gas water heaters and 
laundry dryers are dealt with at length 
and the advantages are presented. A 


—™ 


new, easy sizing-table for the selection 
of automatic gas water heaters for use 
with automatic clothes washers also is q 
feature. This section includes a detailed 
comparison of gas and electric water 
heating. 

The importance of hot water at the 
right temperature, of the right quality 
and quantity for top performance of 
automatic clothes washers is stressed, 

The book is attractively printed and 
illustrated throughout. Five colors are 
used to maintain a change of color-pace 
throughout the book. 

The book is available to gas com. 
panies and gas appliance dealers for 
their own use as a promotion piece. It 
will be promoted in Ruud’s annual maga- 
zine advertising, currently scheduled 
for: American Home, Better Homes and 
Gardens, House Beautiful, House and 
Garden, Saturday Evening Post, and 
Small Homes Guide. 

While the list price of the book is 
noted on the first page, for consumer 
purposes, as $1.00 per copy, it is avail- 
able in quantities, f.o.b. Pittsburgh at 
quantity prices: | to 12, 50¢ per copy; 
13 or more, 35¢ per copy. 

The book may be ordered directly 
from Ruud Manufacturing Company, 
Pittsburgh 1, Pa. 
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Sp. 11'S FLY TIME- 


— The IdealSime to Sell 


GAS \NCINERATORS! 





Sanitation and silence will sell auto- 
matic gas incinerators through a new 
completely integrated campaign spon- 
sored by the Promotion Bureau of 
American Gas Association during this 
Summer. The number of gas incinerator 
manufacturers has grown from 6 in 
January, 1951, to 19 this year. In turn, 
more gas utilities are advancing sales of 
incinerators as builders at year-’round 
gas load, averaging 13 therms monthly. 

Typical of growing utility industry ac- 
ceptance of the gas incinerator as a 
major domestic appliance and home 
load builder are advertisements by 
Southern California Gas Co. and South- 
ern Counties Gas Co. Among other sales 
points, these companies stress the mod- 
ern incinerator’s neat appearance, silent 
and automatic operation, as well as its 
possible installation in kitchen, service 
porch, laundry, or out-of-doors. The 


companies noted that more than 500,- 
000 homes are operating gas incinerators 
for 2- to 3-cents a day. 

All aspects of the automatic gas incin- 
erator campaign are covered in a 12- 
piece display kit which includes pennants. 

Two attractive sales promotion book- 
lets round out AGA published sales aids. 
10 Short Cuts to Quick Clean-Ups with 
an Automatic Gas Incinerator presents 
the incinerator story in an eight-page 
giveaway with full color illustrations. 
The booklets cost $4.50 a hundred. 

The other promotion piece is the Gas 
Incineration Sales Maker, now in its 
third printing. This handy pocket-sized 
booklet briefly outlines sales appeals and 
sales methods for dealers and salesmen. 
The booklets sell for 15 cents each. 

In mid-July AGA plans to publish a 
case history book on automatic gas in- 
cinerators. 
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NEW GAS APPLIANCES 





Deluxe gas ranges 

Design alterations and several new fea- 
tures are found in the company’s recently 
jntroduced deluxe model 39-inch gas range. 





In addition to the Red Wheel oven heat 
regulator, one-piece top burner units, and 
swing out broiler, the new models feature: 
magic oven-eye, a small back-panel signal 
light that glows red when the oven is up 
to exact temperature; magic-ray, an im- 
ported radiant material that reportedly 
gives even, penetrating charcoal broil re- 
sults and speeds up broiling; and magic- 
aire, a deodorizing lamp which, it is said, 
helps banish cooking odors. 

Model 79 L. Magic Chef, Inc., 1641 S. 
Kingshighway Blvd., St. Louis 10. 


Convertible furnace 

This packaged unit is said to be easily 
convertible from oil to gas, or gas to oil, 
merely by changing burners. When ordered 
as an oil fired furnace it is 85 per cent as- 
sembled needing only installation of the 
combustion chamber, controls, and flange 
type burner. When ordered as a gas fired 
furnace it is completely assembled with 
burner so that it may bear the AGA seal 
of approval for natural, mixed or manu- 
factured gas. It is enclosed in a round 
cornered, twenty-two gauge steel jacket. 
The oil fired model is available in two 
sizes, 75,000 and 90,000 Btu/hr at the 
bonnet, and the gas fired model in 80,000 
and 105,000 input Btu/hr. 

Master Kraft Convertible Furnace. 
Model WLC (oil fired), Model GF (gas 


fired). Harvey-Whipple, Inc., 2155 Colum- 
bus Ave., Springfield, Mass. 


Gas range 

The newest addition to the manufactur- 
er’s line of gas ranges is the AGA-approved 
model pictured here. Features of the range 
include: a wide storage compartment, au- 
tomatic top pilot light, tank-type oven, 
smokeless broiler and one-piece top and 
backrail. A lamp package including: lamp, 
electric clock, and automatic timer, is avail- 
able at extra cost. Finished in titanium por- 
celain enamel with chrome trimmed hard- 
ware, dimensions of the unit are: 38” wide, 
26%” deep, 36” high to cooking top, 42” 


ee 








to top of backrail, and 477%” to top of lamp 
assembly. The company has also announced 
production on modified 1953 versions of 
two established models. 

Model N-403-2. Norge Div., Borg-War- 
ner Corp., Chicago. 


Water heater 

A glass lined gas hot water heater, the 
first of an entire line being introduced by 
the manufacturer, the unit is said to have a 
spherical, 100% glass lined tank with no 
corners, and is said to be 100% rust proof. 
The manufacturer reports that hot spots 
cannot occur because the products of com- 
bustion never come in contact with the tank. 
The tank is a unit separate from the heat 
exchanger. Features of the heater reported 
by the company include: fully insulated 
tank, a stack temperature of not over 300°, 
and carries a 10-year guarantee. It is avail- 
able in 20-, 30- and 40-gallon sizes for nat- 
ural and LP gas. 

Model TD. Downs 
Springfield 3, Mass. 


Engineering Co., 





AUTOMATIC INCINOR 


GAS-FIRED INCINERATOR 


A “MUST” in Homes with Automatic Heat 
A FULL-PROFIT LINE « NO TRADE-INS 


INCINOR IS APPROVED BY A.G.A. LABORATORIES 


ACT NOW FOR COMPLETE DETAILS 


INCINERATION DIVISION, BOWSER, INC., CAIRO, ILL. 
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Six burner gas range 

The first six-burner range in this com- 
pany’s line, this unit has three giant and 
three standard simmer-control Lincoln non- 








clog burners with automatic lighters. A 
36-inch range, the oven has automatic heat 
control. The broiler is the roll-out, drawer- 
type and is adjustable to different broiling 
heights. It has universal burners and ori- 
fices so that natural, manufactured or LP 
gas may be used as fuel. The burner trays 
are finished in black porcelain enamel, as 
are the cast iron grates. It features chro- 
mium handles and trim, and all white sur- 
faces are finished in white titanium porce- 
lain enamel. 

Perfection Model 650. Perfection Stove 
Company, 7609 Platt Ave., Cleveland 4. 


Gas ranges 

Two gas ranges are now available with a 
fifth burner in the center, with interchange- 
able griddle and grate. One of the ranges is 





fully automatic, the other has the same fea- 
tures except automatic cooking and a differ- 
ently styled backguard. Being larger than 
the other four, the extra burner is said to 
be especially convenient for canning and 
large quantity cooking. When the fifth 
burner is in use the lid lifts back and serves 
as a splasher, when not in use the top lowers 
over it, leaving work space between the side 
burners. With one-piece construction, fully 
insulated oven and safety controls needing 
slight pressure to turn, the height of the 
range to cooking top is 36”, overall length 
also 36”. The griddle is 1334” by 16%”. 
Dixiemaster and Stylemaster Models. 
Dixie Products, Inc., Cleveland, Tenn. 
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GAS APPLIANCE 
INDUSTRY NEWS 





Water Heater, Heating Equipment 

and Range Shipments Up 

First-quarter shipments of automatic gas 
water heaters totaled 581,300 units, a gain 
of 29.8% over the same period of 1952, 
according to Gas Appliance Manufactur- 
ers Association. 

Edward R. Martin, director of marketing 
and statistics, reported that the 206,400 gas 
water heaters totaled 581,300 units, a gain 
the highest monthly total in two years, the 
previous high being the 223,300 units 
shipped in March of 1951. 

The March figure is a 34.6% increase 
over the 153,300 reported for the similar 
month of last year. 

Also, Mr. Martin has reported that ship- 
ments of automatic gas water heaters 
climbed to a 25-month high during April. 
Shipments totalled 218,600 units, highest 
since March 1951, a 42.6% increase over 
the same month of 1952. 

Three principal types of gas-operated 
house heating equipment scored marked 
increases in shipments to distributors and 
dealers during April, Mr. Martin also an- 
nounced. 

He reported that gas-fired furnace ship- 
ments totaled 38,600 units during April, a 
42.4% gain over the corresponding month 
of 1952. 

Shipments of gas conversion burners 
climbed steadily during April to reach a 
new high for the year of 16,000 units, a 
33.3% increase over the same month of 
1952. Total for the year amounted to 42,- 
600 units, a 15% lag behind the 51,100 
units shipped during the first four months 
of last year. 

Gas-operated boilers marked their first 
monthly increase of the year with 4,800 
units being shipped in comparison with 
4,300 during April 1952, an 11.6% gain. 

Shipments of domestic gas ranges con- 
tinued to increase during April over 1952, 
with April’s gas range shipments of 232,400 
units showing a 27.5% gain over April 
1952. 

The April shipments raised the total for 
the first four months of the year to 817,100 
units, 16.8% higher than figure reported 
for the comparable period of last year. 


GAMA’s Boiler Group Officers 


In a June story reporting the election of 
new officers of Gas Appliance Manufac- 
turers Association, the paragraph reporting 
new Officers of the gas boiler group should 
have read: A. F. Westerfield, vice president, 
U. S. Radiator Corp., chairman; N. E. 
Westphal, manager of plants, Weil-McLain 
Co., vice chairman; and L. N. Hunter, vice 
president, research, The National Radiator 
Co., executive committee member. 


Petro Makes Domestic Furnaces 
Petro, Cleveland, has entered the domes- 
tic gas heating field for the first time in its 
50-year history. The company has an- 
nounced two new lines of gas-fired furnaces 
in highboy and lowboy models. 
Each furnace is a self-contained winter 


48 


air conditioning unit, approved under 
American Gas Association standards for 
use with all gases and mixtures. 

The burner employs a multiple disc radi- 
ant heat distributor, blower assemblies are 
spring-mounted, and permanently lubri- 
cated sealed ball bearings are used in 
blower and motor, the company reports. 


Whirlpool Dealers use New Sign 

A new three-dimensional plastic sign is 
being featured by Whirlpool Corporation 
dealers throughout the country, the com- 
pany has announced. The outdoor sign has 
white embossed letters on a two-tone blue, 
debossed background. 

The sign, manufactured by Neon Prod- 
ucts, Inc., Lima, O., has an over-all size of 
2-feet by 6-feet, and is illuminated by fluor- 
escent lamps. Whirlpool’s washers, dryers 
& ironers are being promoted via the sign. 


Cleveland Heater Names Distributor 

The Wholesale Service Co., Indianapolis, 
has been appointed Indiana distributor of 
Rex gas automatic water heaters, for Cleve- 
land Heater Co. 





MEN AT WORK 





Gibbons is Coleman Co Ady Dir 


Tom Gibbons has been appointed di- 
rector of advertising and sales promotion 
as part of a major expansion of the market- 
ing operation of 
The Coleman Co., 
Inc. 

From 1946 to 
1952 Mr. Gibbons 
was advertising 
manager of Magic 
Chef, Inc., and 
more recently was 
director of market- 
ing for Caloric 
Corp. He is known 
in the home ap- 
pliance industry 
through his active 
participation in Gas Appliance Manufac- 
turers Association, American Gas Associa- 
tion and national LP-Gas Association. 

At the same time the company an- 
nounced that A. W. Boyer will continue as 
a member of the staff and will be in 
charge of advertising and sales promotion 
of the company’s open market products. 


Tom Gibbons 


Williams Wallace Names Dallas Mgr 

Earl Fuson, formerly assistant manager 
of the Dallas office, Metalbestos div., Wil- 
liams Wallace Co., has assumed the duties 
of Dallas office manager. 

C. E. Blome, Mr. Fuson’s predecessor in 
this position, has now been relieved of sales 
responsibilities in order to devote his full 
time to the company’s training and promo- 
tion program. 


Hedges Mfg Names F. C. Holbrook 


Fred C. Holbrook has been appointed 
sales manager of M. M. Hedges Manu- 
facturing Co., Chattanooga, Tenn. Mr. Hol- 
brook has been on the company’s sales staff 
for the past several years. 
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TANKS FOR SALE 


Immediate Delivery. New 30,000 gallon Propane 
Storage Tanks. ASME U-68 complete with ladder 
and platform. Hartford Inspection Certificates, 
Pennsylvania shipping point. Act fast if you 


Box 254 


want tanks at old price. 








Williams Division Promotes Norton 


Max Norton has been named manager 
of dealer-sales relations for the Williams 
division, Eureka Williams Corp. A. F. 
Ward, general sales : 
manager has an- 
nounced. Mr. Nor- 
ton will coordinate 
dealer relations and 
home office sales 
departments. He 
was previously as- 
sistant to the gen- 
eral sales manager 
of the Williams di- 
vision. The Bloom- 
ington, Ill. firm is 
the manufacturer of 
the Williams Oil-O-Matic, Gas-O-Matic 
and Air-O-Matic residential heating and 
air conditioning units. 








Max Norton 





DaLeE A. BLACK was named branch man- 
ager, northwestern territory, Empire Stove 
Co. 

WILLIAM W. Pace has been appointed 
advertising manager, south wind div., 
Stewart-Warner Corp. 

Roy SNyPP was appointed branch man- 
ager, Detroit territory, Empire Stove Co. 

H. Lee SuTTLeEs has been made divi- 
sional sales manager, Kansas-Nebraska ter- 
ritory, Detroit-Michigan Stove Co. 

L. E. Woop has been appointed regional 
sales manager, Indianapolis, Gasinator 
Manufacturing Co. 
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